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SPECIAL REPORTS 


OUTLOOK 1969: SUPPLIERS PREDICT 5% JUMP IN 

DISTRIBUTOR SALES ... . aesgacewen ec steveneeseas ses enney ae 
Chances of consolidating gains of recent years, or even of forging ahead, 

are indicated by economists and general optimism. Product-by-product 

prospects by men who know. 


THE YEAR AHEAD: DISTRIBUTORS’ FIVE GREATEST 

CHALLENGES ..... cvcceccesécccsons co SQNUMY 6S 
With fast-moving changes, “T969 "challenges distributors to become 
professionals; to improve their middle management team; to increase 

return on investment; select proper management information; and solve 

the manpower problem. 


NET PRICE VS. LIST AND DISCOUNT: 

KAYO NET PRICING? ..... cccccccscsseetecessel CTUMy 40 
Spot survey of more than 20 Midwestern ‘distributors indicates only 

three in favor of continuing net price lists. The majority want list 

prices and published discounts. 


23rd ANNUAL SURVEY: DISTRIBUTORS CHALK UP 

$12.9 BILLION IN ’68 ...... coe pus sbebbepssouwessencensocosn aren ae 
1D’s annual roundup of distributor operating results, with breakdowns 

by regions and types of firms. Also, do-it-yourself checklists for measur- 

ing your efficiency. 

LAUNCHING LEISURE-TIME SALES ............. oceccsdecocNpreee 
$30-billion leisure-time market is burgeoning, and result ‘tor distributors 

is lot more than fun and games; it’s hefty sales and profits in all areas. 


WEST COAST LURES DISTRIBUTORS, MANUFACTURERS 
FOR TIS eocccces 
Preview of complete program for ‘upcoming Triple Convention includes 
rundown on business sessions, social activities, plus ID Guide to 
San Francisco. 


CASH FLOW—I. HOW MUCH DO YOU NEED? 
MAYBE NOT AS MUCH AS YOU THINK ... ..May 
Il. TAPPING LONG-TERM FUNDS—WINDFALL OR PITFALL? a 
Ill. DISTRIBUTORS ARE GOING PUBLIC, 
BUT MOSTLY VIA MERGERS ..........eceeeeeeees 
Special three-part report on cash management outlines what you should 
know about handling working cash and long-term financing, plus money 
management as it relates to mergers. 
MACHINE TOOL INVENTORY SHOWS YOU WHERE 
CUTTING TODL POTENTIAL 16 ocoi ccccscccccccdcccsccssccsccsoncesecdne 8B 
Survey of metalworking, which pinpoints location and age of units in 
use, is used as a valuable market research tool for industrial distributors. 


IDEAS FOR MANAGEMENT 


FIVE YOUNG DISTRIBUTOR EXECUTIVES SPEAK OUT ..........January 57 
At special roundtable in St. Louis with ID editors, distributors 

exchange ideas on recruitment, sales training, market analysis, and the 
shortcomings of systems selling. 


TOM GARDNER HELPS THE HANDICAPPED 

HELP THEMSELVES eens viesebss dbs ciesenedbevenecuseee ae 
Though it fell upon hard times, the program launched by this Chat- 

tanooga distributor to help turn handicapped persons into productive 

citizens continues to draw attention. 


MANSCO DIVERSIFIES FOR GROWTH, WITH 

“DEEP GLEANING”’ POWER s60scensssoenneecce cele ae 
This general line Grand Rapids, Mich. distributor has learned how to 

avoid traditional sales vacuums, with new ideas and new people that 

make profitable growth a sure bet. 


REMEMBER MIP WISCONSIN? IT’S A NEW BALL GAME NOW ..February 62 
A look at the lessons that have been learned since five Milwaukee 
distributors, led by T&A’s Dick Nelson, banded together to sell cus- 

tomers on automated, single-source purchasing. 


PROFIT-TO-SALES RATIOS ARE MISLEADING ..........0++++e004.March 60 
They’re a serious pitfall in inventory and turnover analysis. What 

really counts is ratio of profit to invested capital and return on 
investment, says this ID reader-turned-author. 


“WHAT WAS GOOD FOR DAD IS NO LONGER 

GOOD ENOUGH” ccccccescccccocsccMprel OD 
Ed Mauro, Jr., aggressive young head of International Supply, Cranston, 

R.I., urges fellow distributors to make something of their businesses—- 

not just hang onto them. 


HOW TO MAKE A MILLION—IN THE SUPPLY BUSINESS ..........April 62 
An industrial distributor seeks the answer to, ‘‘How important is return 

on investment?’’, and comes up with a ‘“‘simple’’ plan for putting him- 

self in the million-dollar bracket. 


CUSTOMER RATING PLAN PUTS ZAP ON SMALL ORDERS, 

ZIP IN PROFITS Po vccccccccccccccccccccccccccccccccccccccccos MAY G2 
H. D. Taylor solves small order problem by telling some customers they 

must pay their own way. 

RYERSON STEELS ITSELF FOR TOMORROW’S WORKLOADS ........May 78 
Installation of real-time computer system for order processing and 

inventory control adds up to more than evolutionary EDP step for 

this Chicago-based steel service center. 


HOW TO GET MORE OUT OF SALESMAN CALL REPORTS .....,....May 84 
- » » is no longer a dilemma for Toronto PT firm, N. Smith Belting 
Works, which devised short—but functional—form. 


WHY AREN’T THERE MORE COLLEGE GRADUATES 

SM DUD MOUNDS 5000005000 0cnnsesnnsesashe ssbb onbewsovessses* cones shew 
That’s what this I.D. grad set out to answer for his MBA thesis. 

His findings show why distributors are flunking recruitment and what 

they should do about it. 

SERVING HOSPITALS IS BIG OPERATION FOR 

SAE OR UEBOD: noo sabevnpec cn scncencdicnwconscdcceeewncensecougheeee 
Small Jacksonville, Fla. specialist wasn’ t dying operation by any means; 

but since signing service contract with maker of hydraulically controlled 

surgical tables, profits have never been healthier, 
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IDEAS FOR SALESMEN 


SOLVING BRAIN-TEASERS HAS DIRECT BEARING 

ON IBI’S IMAGE AND SALES ........cccccecceecccccccccceccceess February 65 
When your service is as pre-sold as your products, then you're really 

riding high, says Industrial Bearings’ John McNatt, who tells how 

to turn your corporate symbol into a big ‘‘S’’. 


KEEPING UP WITH PAST EARNS MERIT 

BADGES FOR “BROWNIE” ..ncccccccccccscvcvcccccsecscccceccccccec Maren 62 
“Once a salesmen, always a salesman’’, says Jim Brown, president of 

Uland Rubber & Supply, Louisville, who handles large and small 

accounts alike with same service quality. 

“FIRST | HAD TO CONVINCE THEM I WASN’T A KID” ............May 75 
R. C. Neal salesmen Todd Herzog, 24, shows how imagination and 

application can spell success. 


ID PROFILE: THE OL’ COLLEGE TRY EARNS BIG DIVIDENDS ....May 180 
. » « for 29-year-old Tom Marshall, sales manager, Advance Machinery, 
Louisville, Ky. 


ID PROBLEM FOR SALESMEN: 
IT’S NOT THE PRICE, BUT THE COST! .......ceecescccccccevcccess May 257 
Selling the skeptic on cost-cutting concepts. 


WITH LOCAL MARKET BOOMING, 

THERE’S NO COASTING FOR COASTAL ........ccesccceccceverccveessJUne 78 
Started by salesmen-turned-owners, Costal Industrial Supply, Pascagoula, 

Miss., has been too busy expanding with its market to feel growing 

pains. 


GENERAL 


AIRPARKS: YOUR RUNWAY TO THE FUTURE? ..........++++++February 52 
Any distributor who plans to expand and does not consider locating in 

an ‘‘air distribution center’ may find his growth never gets off the 

ground, says Atlanta development consultant Mac Conway. 


ALL IT TOOK WAS PALLETS AND A FORK TRUCK ............February 56 
- « . to solve a critical handling and storage problem for Foster & 
Co. .. Newark, N.J. fastener specialist. Use of cubic space is now at top 

i and hours have been cut 40%. 


INVENTORY MANAGEMENT TAKES MORE THAN RECORDS, 

SIDA MEMBERS TOLD ....nccccccccccccsccccccccccccccccccsccoe FOmruary 196 
Buyer-seller relationships and conglomerates also topics at 1969 Miami 

Beach meeting. 


“PROGRAMMED PURCHASING” AT USE PEPS UP 

SALES AND PROFITS ....ccvicccsccirsceccccscccccccsescveceesccsccescoMaen OF 
A special four-man department at U. S. Equipment systematizes 

customers’ MRO purchasing with ‘‘Programmed Engineering and Pur- 

chasing Services’’ (PEPS) for repetitive items. 


PROBLEM-SOLVING GIVES MI’S SALES A REAL LIFT ............March 64 
Innovation in eliminating customers’ storage and material handling 

problems has helped this Memphis specialist live up to its name— 

Motion, Ine. 

WHAT ABOUT COMPETITOR RELATIONS? .........+seeeeeeeeeeees March 69 
Bearing Specialists Association president, Christian McCririe, speaks 

out on enhancing his industry’s reputation through sound dialogue with 

competitors for mutual benefit. 

THE CASE FOR SELF-SERVICE: 

THEY COME, THEY SEE, THEY BUY ........ cocccccccccccccccApril 66 
Taking a page from the retail sales book, this Dallas bearing distributor 

is proving that self-service merchandising can cut small order problems 

and boost daily profits. 

EDP: WHY NOT LET THE BANK DO IT FOR YOU? ..........s000+.May 66 
Alabama distributor discovers switch to data processing needn’t be 

costly—or traumatic. 





CASEBOOK OF NEW IDEAS 


Hall takes a whack at behavioral sales track ........sseeesceseceeeesdanuary 102 
Briggs-Weaver demonstrates new catalog; Kilsby Tube pigeon-holes 
inefficiency by nesting stock in 20-ft. racks; Garrett stacks deck with 
personalized order control cardS .....sscececccccccecccvcccccccccceesFebruary 100 


Crown Screw comes up with selector chart; Bernstein Bros. P.R. folder 
ig ET" (informative tOUr) icciccecocscwecccecsccccececsceccecsvcescccccNMely 100 
Cottingham Bearing flies high to land account; ‘‘Atomic Abacus’’ steps 
up paperwork at Whiting; Edgcomb’s new facility .......sseeeeeeeeeceeesMay 162 


Ducommun turns to automated packaging; Distributor-supplier sales 
conference Sterling success; TEPSCO’s newsletter .....sseccccccoseceee due 114 


ENGINEERED APPLICATIONS 

Peerless Supply packing pro’s knowhow pays off in seal sales; Torrance 

Electric salesman fabricates speed reduction ......sssccccsececceecees-danuary 97 
General Tool & Supply sets up heart-lung unit speed control; Sweetland 

motorizes 25-year-old gate Valve .....sssceccecccccccecceccecceccecss February Ii! 
Dodge-Newark salesman straightens handling problem with curved con- 

veyor; PT pro at USE solves pressing problem .......ssseeescrecceeceeesMarch 73 
Tate compressor specialist irons out Uncle Sam’s test problem .........-April 73 
Turner Supply salesman’s drive shrinks shrimpers’ problems ......+++++»May 133 
Mid-States spray booth innovation wins food packager’s heart ..........June 101 


EDITORIAL 

How much Is It worth? .....cccccccscccccccccccccccccccccccccccccscsssanuary 47 
The future: it’s rosy and hazy ...ccccccsesccccccccccccccccceeccessFobruary 47 
Mirror, mirror on the wali ......ccccccsssccccccccccccecccececcecccccss March 47 
“Sock it to me’—In dreamy style ....seececseeecees +. April 47 
Synergistic MuMbers ...cccccccecccccsveccscccccescess 

Should salesmen ‘“‘act’? or “‘react’?? ..cssesccccccccccccccccccccceccccssdUNe 49 
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costly—or traumatic. 





CASEBOOK OF NEW IDEAS 


Hall takes a whack at behavioral sales track ........sseeesceseceeeesdanuary 102 
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Peerless Supply packing pro’s knowhow pays off in seal sales; Torrance 

Electric salesman fabricates speed reduction ......sssccccsececceecees-danuary 97 
General Tool & Supply sets up heart-lung unit speed control; Sweetland 

motorizes 25-year-old gate Valve .....sssceccecccccccecceccecceccecss February Ii! 
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Turner Supply salesman’s drive shrinks shrimpers’ problems ......+++++»May 133 
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How much Is It worth? .....cccccccscccccccccccccccccccccccccccccscsssanuary 47 
The future: it’s rosy and hazy ...ccccccsesccccccccccccccccceeccessFobruary 47 
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SPECIAL REPORTS 


PLASTICS IN DISTRIBUTION July 49 

With fast-paced plastics technology replacing traditional materials, plastics 

distributors have emerged to mold a burgeoning, highly competitive market. 

Report includes study of three firms. 

WAREHOUSING FROM THE GROUND UP: 

FASTENER FIRM GOES “‘MOD” FOR FUNCTION, AESTHETICS 

Foster & Co., Newark, N.J., blue-printed a three-in-one modular office 
and warehouse complex for efficiency, expansion. 

HAPPINESS !S FOUR FEWER FLOORS 
. .. and an employee morale booster for Kester Machinery, Winston-Sa- 
lem,-N.C., as well as improving efficiency, profits. 

“IF YOU WANT TO BE KNOWN, TOOT YOUR OWN HORN” 
Growing California firm emerges with stunning new facility and a house- 

warming that went on andon... . 

TELEPHONE SELLING: DIAL ‘‘P’’ FOR PROFIT. September 49 
Telephone sales won't replace personal calls, but do free outside men for more 
profitable accounts. Here's how distributors are making the phone a hot line to profit 
STOP WASTING TIME ON SMALL ACCOUNTS—BUT DON’T IGNORE THEM, EITHER53 
Buffalo, N.Y. PT supplier learned to use the telephone and free his sales 
force for the ‘‘big guns.” 

THE OFFENDER: WASTED SALES CALLS; THE FINE: $42.92 PER OFFENSE 
Tnat was the theory at Kawie Tool Supply, East Hartford, Conn., as it 
turned to ‘‘Phonepower”’ to make its outside salesmen’s time more pro 
ductive. 

GATES PLAN GIVES DIRECT LINE TO CUSTOMER PROFITABILITY 
First introduced at 1959 TIS, Gates Rubber’s Customer Profitability Con 
cept shows distributors how to set up a telephone selling program to 
make ‘‘marginal"’ accounts pay 

PT/B: ACCENT ON KNOWHOW October 49-60 

Six case histories from across the country tell power transmission/bearings 

product application knowhow 

PT/B KEY MAN INTERVIEWS. October 86-101 

Twelve industry leaders (including PTDA’s Miles McKnight and BSA's Frank 

Timble) speak out on going public, diversifying, importing, customer rela- 

tions, personnel, mergers and acquisitions. 

HURDLING BUYER BARRIERS. 

Special ‘‘salesmaker"’ report based on personal survey of purchasers in dy 

namic Minneapolis-St. Paul market reveals distribution’s strengths and weak 

nesses. Answering and evaluating buyers at roundtable with ID editors is 

sales staff of Duncan Co. 

IMPACT OF IMPORTS 

Import manufactured goods have penetrated U.S. markets to—some feel— 

alarming proportions. ID survey of distributors shows one in three is involved 

in foreign lines. Is competition and the allure of higher profits forcing dis 
tributors to go foreign? 





--.. August 49 




















December 47 





IDEAS FOR MANAGEMENT 


TEAMING UP TO CUT CUSTOMERS’ CUTTING TOOL COSTS July 61 
Teamwork between White Supply, Waterbury, Conn., GE's Metallurgical Prod 

ucts Dept., and local customer turns out retooling program that cuts cost 7%, 

ups productivity 10%. 

WHEN THE MARKET'S NOT FULLY TAPPED, TAKE OVER 
That was the thinking at Central Supply Co.—ex-Central Electrical Supply— 

when management analyzed distribution opportunities on Maryland's Del 

marva Peninsula. The result was creation of a thriving ‘‘combination house."’ 

PEDEN “GROWS ITS OWN” WITH STP—“‘SUPERVISORY TRAINING PROGRAM” August 70 
Holding on to good employees is no problem for this Texas distributor. The 

secret is a deceptively simple three-phase employee training program that vir 

tually assures success. 

SIX “VENTURES” KEEP UNION SUPPLY ON THE GROW 
Urethane foam applications and fabrication services head the list of moves 
this Denver general line firm has made to ensure its place in tomorrow's com- 
petitive market. 

ANALYZING TODAY'S MERGER MANIA 
Donald Martin, pres., McDonough Co., Parkersburg, W. Va., writes about cur- 
rent trend toward mergers and acquisitions—the reasons behind them and 
methods being used : 


August 66 











IDEAS FOR SALESMEN 


“THE FIRST COUPLE OF YEARS WERE PRETTY DAMN DISCOURAGING"’.................July 69 
Top salesman at Bearing, Chain & Supply, Dallas, Charles Donelan's secret 

for success required constant self improvement on product knowledge, cus 

tomer relations and personal sales ability. 

“BEING IN THE RIGHT PLACE AT THE RIGHT TIME HAD NOTHING TO DO WITH IT" Oct 75 
From truck driver to top outside salesman—that's the story of Montreal Gear 

Works’ PT pro Real Chevalier. 


HOW DO DISTRIBUTOR SALESMEN RATE? D 
That's what this Toronto PT specialist set out to answer in a personal survey 
of Canadian buyers. 





COMPUTER OPERATIONS 


TOUCH-TONE ORDERING TAKES OVER WHERE DATA-PHONE LEFT OFF.................July 65 
Farwell, Ozmun, Kirk & Co., St. Paul general line house, hooks up Touch-Tone 

phones for automated purchasing systems. Next step: computer-to-com- 

puter? 

WHO'S AFRAID OF THE BIG BAD COMPUTER? 
Why do distributors fear the electronic brainchild? George Anderson, pres.. 
Gastonia (N.C.) Mill Supply, believes: distributors don't understand them; 
they don't know how to choose one; and the cost is frightening. 

GLENBARD GOES MANUAL FOR INVENTORY CONTROL 
After trying computer time-sharing, this Chicago tool mfr. found all it really 
needed was a simple, manual card system. 

WHEN WE WANT A SPECIAL REPORT, WE JUST PROGRAM IT 
At Bostwick-Braun, EDP is an operative rather than a financial tool; every or 
der is computer-processed. Tied into System/360 is ‘‘general request pro 
gram" enabling execs to pinpoint data instantly 


August 63 
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PROMOTION 


EHRENFELD BUILDS ITS IMAGE WITH MONTH-TO-MONTH PUNCH July 76 
York, Pa. distributor's campaign creates image of reliability, resourcefulness 

via technical seminar and internally-designed sales promotional pieces. 

LEARNING ABOUT BUSINESS AT DUCOMMUN 
Los Angeles div. of Ducommun Metals & Supply sponsors one solution to stu 

dent unrest: teach them about American enterprise. 

HEARTLAND SUPPLY RISES AGAIN, WITH “FUNNY MONEY” TECHNIQUES October 66 
Bearing-distributor-turned-author describes petering out and eventual resur 

gence of dream firm through use of modern ways 

THREE FOR THE MONEY (AND A BUSINESS OF THEIR OWN) 
PT pros three, with a taste for independence, set out on own and come up 

with moneymaker in Denver market. 

CUTTING CUSTOMERS’ COST IS AS SIMPLE AS PME—PROCUREMENT MADE ECONOM- 
ICAL “ October 79 
Canadian PT distributor shows how commitment rather than speculation can 

profit all concerned 

ID 5th DISTRIBUTOR ADVERTISING ACHIEVEMENT AWARDS . 
Special report on distributor-winners of ID's 1969 ad awards program, with 
rundown on ideas, techniques and materials behind 13 winning entries. Over- 
all excellence, plus four categories: direct mail; house-organs/newsletters: 
sales presentations, and media advertising 
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GENERAL 


ENGINEERED APPLICATION July 105 
Dick Luck, industrial rubber specialist at W. C. Hendrie & Co., Los Angeles, 

rolls up a solution to vibration; PT pro Dick McKay, J. W. Minder Chain & Gear 

Co., Gardena, Calif., shuts off valve finishing woes with clutch-brake system. 

ID BOOK REVIEW: NEW PTDA HANDBOOK SETS UP “GROUND RULES” ..........0ctober 105 
CASEBOOK OF NEW IDEAS September 100 
Cantilever units rack up 50% more storage space for C.A. Roberts; 
Photocopying cleans up Pecen paperwork problem; New name, new plant 

mean new image for Northwestern; Worthington birthday folder covers all 

bases; Carey zeroes in on defects campaign. 

BRAINSTORMING ON TIME, PROFIT HIGHLIGHTS PTDA-MONTREAL 

Mid-year meeting of Power Transmission Distributors covered Canadian and 

U.S. anti-trust laws and new market research program. 

ASMMA CLEVELAND CONFERENCE PROFITS ON INVESTMENT THEME 

745 distributors and manufacturers meet for Ninth Industrial Distribution 

Conference, on ‘Invest for Profit."’ 

PTDA's 10th SPOTLIGHTS MERGERS, MARKETING AND FINANCE 

Chicago meeting covers decade of progress, with discussions on training, dis- 
tributor-supplier expansion, and product liability. 

CENTRAL STATES DISTRIBUTORS STUDY IMPACT OF MERGERS 

Record 37th annual convention in Chicago hears United-Greenfield’s Ed Bur- 

«ardt and ID's Ray Barnett on key industry subject. 








EDITORIAL 


John A. Wertis, eulogy 

input-vs. output ................:0; 

The Characteristics of success .. 

PT/B and you 

Want a ‘piece of the action’?............... 
Foreign vs. domestic 


.. September 47 
October 47 
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